Attend  the  Premier  Event 
for  Enterprise  IT  Executives! 


Meet  the  Premier  100  in  this  issue 

This  issue  of  Convutetworid  reveals  the  rasuMs  of  our  extansivs 
reseaidi  to  kleritify  this  year's  Pierniar  no  IT  LaKtars.  In  ttiis  spe¬ 
cial  serrtiori,  you!  see  how  these  rr  executives  have  berxirne  out- 
stanrling  pracUtioners  aixl  early  arlopters  of  learkig-e^ 


For  more  information,  see  agenda  on  inside  front  cover.  To  register,  visit  www.premier100.com  or  call  1-800-883-9090 


i  The  conference  designed  by  enterprise  IT  executives  for  enterprise  IT  executives 
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mmnm 


rr  LEADERS 

CONFERENCE 

March  3-5. 2002 
Marriott  Desert  Springs 
Pint  Desert 
Califomia 


See  }kiw  award-winrNng  IT  Leaders 
solve  real-world  issues  wHh: 
CSM 

CMneclkia  GaMmyalern^wjth  the  sup^ 


ROI 

Best  practk»s  in  measurino  O' project  resulls  arid 

Supplier  Management 

Mastering  the  art  (dnegoUalingaridaeWngtnje  partnership 
with  vendors,  outsourcers,  andserylce  pioriders 

Infrastmcture  Strategies 

Mavimi7ing  liabi  mamymwnl.  nehwQfks.  atofage  and 

wireless  technolbgtes 

Enterprise  Integration 

Creating  value  wilh  erdstina  matideeciutes^ 

Windows  ndgtalion  and  WabHwedteira)^^ 

Security 

HowPMch  is  loo  nach?  Critniino  security  needs 
avalist  budget  reiMes 


March  3-5, 2002 
Palm  Desert,  CA 

CONFERENCE  AGENDA 


f-Ci  Trrp  i"formation  or  to  register,  visit  www.premier100.com  or  call  1-800-883-9090 


@  business  infrastructure 


QUALITY  OF  SERVICE. 

AVOIDING  EVEN  THE  SMALLEST  MISTAKES. 


WHEN  YOUR  EMPLOYEES 
CANT  ACCESS  INFORMATION, 

IT'S  NOT  JUST  TIME  THEY'RE  WASTING. 


CleverPath  Portal 


t 


NEWS 


CI)linT!IIWDIIlDtaniiryt.;i)l)2 


Users:  AT&T  Comcast 


uanitefc  i  Should  Change  Policies  ; 

To  Wuor  Down  uw  _  ™ 


Broadband 

Operations 


UjM 

Oracle 

IBM 

Online  auction  application 
zero  lines  of  handwritten  code 

Oniine  auction  application 

166  lines  of  handwritten  code 

Source:  IBM  Web  Site 

ORACLG 


MetLife  Building  Giant 
Customer  Relational  DB 


Effort  aims  to  pool  data  for  cross-selling 


Ml 


propriate  products  to  cus- 


er  software  to  provide  a 


(ACORD)  emerging  st: 
MetUfe's  sy 


DAIABASE 
IN  NEAUHCARE 


Cadw  is  backed  by  24x7  support  from  InterSystems  - 
a  leader  in  high  p^ormance  databases  for  23  years, 
with  4,000.000  users*  worldwide  in  healthcare. 


etCACHt 


Download  Cachi  for  free  < 
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NEWS 


CIA-Backed  Analysis  Tool 
Eyed  for  Passenger  Checks 

b^d  T2Impact  Lid'T  which 
was  hired  by  SRD  to  help  with 

Reservations  compan 
can  help  identij 

distribution  s>-steras  has  ^»ent 

working  pnnocypc  of  the  ap- 

hopes  technology 
y  suspected  terrorists 

The  software,  de\eloped  b>' 
Las  Vegas-based  Systems  Re¬ 
search  &  Development  Inc. 

Looking  for  Clues 

tkrrtsAvx  on^ysis  so/hwre.  or  NC 

rhes  SJiDi  nonobvtous  rela- 

kind  of  data  analysis  is  expect¬ 
ed  to  take  30  seconds  or  less. 

will  start  the  testing  process 
by  running  “canned  data” 

-  -1 

and  detect  whether  a  passen- 

ware  ts  being  partially  funded 
by  In-QrTel  Inc,  an  Arlington, 
Va.-based  private-sector  ven- 

pctssible  connections  to  a  sus^ 

flag  a  passenger  as  a  potential 

that  happens. 

SRD  CEO  leff  Jonas  said  the 

was  originally  developed  in 

deployed  in  the  gamir^  indus- 

Users:  Tax  Breaks  Can't  Jump-Start  IT  Buying 

periencing  today  is  going  to 

**The1b^si  cStii^siaUa- 

Stimulus  bill  could 
return  to  Congress 

SSHg 

The  depreciation  bimus 

nies  from  having  to  spend  pw- 

“Nol  everythii^  it  finds  means 

Congiuu  may  try  again  in  2002 

for  the  technology  sector's  Ills. 

Corporate  IT  managers  and 

have  been  helpful  but  w  ouldn't 

the  purchaser  would  be  able  to 

Analysis  said  the  deprecia- 

equipment  and  applications. 

facing  layoffs  will  be  carefully 

accderaied  depreciation. 

CIO  at  Green  Mountain  CoOee 

searching  is  pretty  clevec,"  said 

at  Forrester  Research  Inc.  in 
Cambridge,  Mass.  Most  com- 

ous  when  analyzu^  data  and 

provetJ  in  the  House  but  killed 

lime  30^1  ikprcciatiuo  bonus 
in  the  Tim  year  of  cUgible  IT 
purchases.  Techrwlogy  trade 

would  have  cncoon^'d  corpo- 

Nonetheless,  Thompson, 

should  gain  momentum  around 
mid-2002.hcsaid. 

my-pocket  return  on  invest¬ 
ment  rather  than  parlor  tricks 

Qufck 

^ow!l^  H;i^!dt  said, 
the  best  use  of  software  such 

You  won't  see  the  next  network 
security  threat  coming. 


fN'— 

ButSTATwiU. 

Wk 

Arming  yourself  against  the  next  threat  requires  more  than  vigilance.  It  requires  a  new  level  of  defense. 

now  we're  helping  businesses  stay  ahead  of  the  enerttycwith  our  STAT  intrusion  prevention  tools.  For 

When  tt)e  next  Code  Red.  Goner 

coufd  be  the  tSfference  between 

analysis  to  prevent  intrusions  and  malicious  activities  from  talcing  place.  STAT  Neutralizer  provides  a  new 

layer  of  security  to  defend  your  network  during  its  most  vulnerable  time —  before  an  anti-virus 

Update  can  be  downloaded.  And  that's  just  the  beginning  of  what  STAT  can  do.  To  start  winning  the 

war  on  cyberattacks,  call  1-888-725-STAT  (7828)  today  or  visit  our  website. 

•i 

next  level  solutions 

pro.STATonline.com 
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PREMIER  1000PINI0N 


Lead  With  Inspiration 

Leadership  is  one  of  those  words  that  carry  a  lot  of  weight 
but  can  have  surprisingly  little  substance.  Many  CEOs  get 
called  leaders  when  they  are  anything  but.  Many  teams  have 
designated  leaders  who  merely  manage.  True  leadership  is 
like  great  art,  readily  recognized  but  not  easily  duplicated. 


XOvJ 

ITLEMEES2002 

The  Stuff 
Of  Leaders 


Attend  the  Premier  Event 
for  Enterprise  IT  Executives! 


For  more  information  or  to  register,  visit  www.premier100.com  or  call  1-800-883-9090 
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Your 
future 
is  in 
your 
e-mail 
box. 

COMPUTERWORLD 

FREE  E-mail  Newsletters 

T  •  :  ,  FRCt  N  'U'.  N  :  ■ 

computerworld.com/emailnews 


1  U1  1  1  iiKiil  Ncwsk'll 

tVoiii  C  'onipiiloi'worki. 

• .  FREE  E 


,  ^  FREF 

E-BUSINESS 
QUICKSTUDIES 
EMERGING  COMPANIES 
FA  CRM 

DATA  MANAGEMENT 
SUPPLY  CHAIN/ERP 
XSP 

HARDWARE 

WEB  SITE  MANAGEMENT 

APPLICATION/WEB  DEVELOPMENT 

IT  MANAGEMENT 

STORAGE 

NETWORKING 

CAREERMAIL 

COMPUTERWORLD  DAILY 

DAILY  SHARK 

ENTERPRISE  SOFTWARE 

MOBILE/WIRELESS  COMPUTING 

OPERATING  SYSTEMS 

SECURITY 

THE  WEEK  IN  REVIEW 
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PREMIER  lOOCHALLEIHiES 


These  projects 
are  unpleasant, 
inevitable  and  put 
huge  pressure  on 
IT  teams.  But  when 
done  right,  they  can 
eliminate  redundan¬ 
cy  and  pay  off  big. 


I 


CRM  i  E-lMisIncss  |  Oata  Warehousing 


bottlenecks  with  V-Cache. 


The  100X  faster*  enterprise  application  accelerator. 


‘‘Don’t  put  your  enterprise 
on  hold  waiting  for  your  data 
storage  system  to  play  catch 
up  with  your  CPU.  ” 


Tom  Rolmondi,  CEO  Mil 


>  PREMIERIOIICIIALLEIIliES 

biirastnicture: 

Backto  Basics 

With  big  IT  spending  behind  them,  IT 
leaders  plan  to  tweak  and  optimize  what’s 
already  in  place  rather  than  build  out  new 
capabilities.  By  Jaikumar  Vijayan 
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PREMIER  lOOCHALLEINiES 


Gaining  companywide  support  for  Ti 
new  initiatives  is  never  easy.  IT  leaders  r  E 
say  nothing  works  better  than  a 
rock-solid  knowledge  of  the  technology 
and  face  time  with  end  users  and 
executives  alike.  By  Mary  Brandel 


NewTechnolqgy: 

Covering  All  the 


s 


PHEMKRIOOPEOPLE 


The  Future  of  PSA . . .  Today 

Not  just  for  professional  services  anymore 

As  the  saying  goes,  "wasted  time  is  solution  through  which  every  operational 


directly  to  accounting  for  faster  Lawson's  open  architecture  been  matching  products  to  our  Kit— including  an  upcoming 


delivers  a  senrices  automation  customers'  individual  needs.  In  Aberdeen  white  paper  on  PSA— 


of  billing  or  chargebacks  and  solution  that  can  be  quickly  and  fact  the  Aberdeen  report  found  contact  us  at  800477-1357  Ext  850 


improved  financial  accountability,  cost-effectively  Integrated  with  that  compared  to 


LAWSON' 


liili 


You  win  meet  your  project  deadlines. 
You  will  stay  within  budget. 

You  will  find  happiness. 


(D  tU'  A 

Outsource  application  development  integration  and  maintenance  projects  to  Cognizant  and 
we  confidently  predict  you’ll  have  a  much  less  stressful  future.  With  our  unique  onsitefoff- 
shore  model,  you'll  save  time,  save  money  and  always  get  SEPCMM  Level  5  quality.  Visit  us 
at  the  Premier  100  fT  Leaders  Conference  to  see  how  we  can  improve  your  fortuness^ 

Cognizant  is  a  proud  sponsor  of  the  Computerworid  Premier  100  FT  Leaders  Conference  and 


Cognizant  Technology  Solutions 


InfCfWOlld.NEXr'CENERATION 

WEB  SERVICES 

CONFERENCE 

January  i6  &  i7,  2002 
The  Westin  St.  Francis 

San  Francisco,  California 


Stop 

Searching. 

Start 

Finding. 

Introducing  Computerworld’s  Knowledge  Centers. 
All  the  information  you  need.  All  in  one  place. 


Are  you  tired  of  scouring  the  Web  to  find  the  rr 
resources  you  need  to  do  your  job?  Then  go  to 


see  viihere  you  can  find  the 


Cotnputetworid  -  plus  iinks  to  a  wealth  of 
quality  tools. 

At  Coniputerworld's  Knowledge  Centers  you  can  catch  up  on  the  latest 
breaking  newt  Search  for  white  papers  on  a  wide  range  of  technical  topict 


Subscribe  S>  more  than  twenty  online  newslettert 
Buy  business  and  IT  bookt  Discuss  fT  issues  with 
peers  and  expertt  Check  out  upcoming  rr  esrents 
and  training  prograrnt  Even  siAmit  RfPs  to  find 
the  rr  resources  you  need  to  succeed. 

Better  yet.  its  all  organiaed  by  the  most  popular 
areas  of  intetest  in  rr.  So  you  can  quickly  find  what 
>ouneedtodoyourjob.Goto  www.tooiputeniiorid.coni/1inowledge_centets 


www.computerworld.com/knowledge_centers 

COMPUTERWORLD 


Budget: 

Bracing  foniTuituleiTt^ 


Advertising  Supplement 


IT  Careers  in  Rnancial  Services 
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FRANK  HAYES/FRANKLY  SPEAKING 

The  Discerning  Eye 

How  DO  YOU  GET  TO  BE  a  Premier  IT 

Leader?  Vision.  Yes,  there  are  other  require¬ 
ments  —  you  have  to  do  something  with 
that  vision,  and  you  have  to  spread  the  vision 
around  —  but  if  you  don’t  have  vision,  you’re 
not  even  in  the  game. 

And  notice:  I  didn’t  say  a  vision  —  just  vision. 
Vision  isn’t  some  high-flying,  wild-eyed  technology 
dream,  freed  from  the  limits  of  gravity  and  prag-  , 


^ITI£liBS2Q02  ^ 

i^tal  Stats 


■  1  '  .  1 

2 

3  F* 

4 

■ 

■  5  !  ' 

What  Does  It  Take  to  Be  a  Leader? 

Premier  100  honorees  offer  their  advice  to  aspiring  leaders 


ECHNOLOGY  AND  THE  BOTTOM  LINE 


COMPUTERWORLD 


SPEED... 

DARING... 

METRICS? 

Racing  along  in  the  fast  lane  of  e-business,  few  are  willing  to 
talk  about  what’s  really  important:  Measuring  value.  : 


% 

% 


AS 


^  Hi ' 


/ 


peer  review 

14  Golden  Rules 

bottom  line 

38  Tip  Sheet 

.Mark  Hall  offers  this  advi 

This  ■“ 

fire  them. 

40  Leadership 

16  Th6  X  Economy 

42  Take-Aways 

ROI  ON  THE  WE 


iCTICS 


TIMELY  INFO  ABOUT  TECHNOLOGY  PAYBACK 


offshore  coders 

Cheaper  and  Better  4  riHIT 


I  puter  programming  is  a  uniquely  American 
produced  in  India  for  export.  “The  offshore 


end  development  work.”  says  C\7ithia  Doyle, 
an  analyst  at  IDC  in  Framingham,  Mass.  “Today, 
manv  offshore  service  firms  have  the  skills  and 


opment  work  for  Web-based  and  enterprise 
appUcations.” 

In  other  words,  U.S.  companies  should 


talking  head 

“It’s  harder  than  you  might  think  to  squander 
millions  of  dollars,  but  a  flawed 
software  development  process  is  a  tool 

well-suited  to  the  job.” 


—  Alan  Cooper,  The  Inmates  Are  Running  the  Asylum 


LO  VsD  I> 


TOP  LINE 


BY  THORNTON  A.  MAY 


[TOOTHLESS] 


Don't  wait  for  the  tooth  fairy 
to  come  to  your  rescue. 


MEASURING 


CIOs  need  reliable  yardsticks  to  get 
bottom-line  results  online.  Here  are 
proven  ways  of  estimating  your  ROI 


YOUR 


INE 


PROFITABILITY 


What  comes  to  mind  when  you  hear  the  word  e-business'^  Speed?  Intu¬ 
ition?  Daring?  Seat-of-the-pants?  1  How  about  metrics?  Bottom  line? 
ROI?  Value?  H  For  all  the  attention  that’s  been  paid  to  the  first  set  of 
words,  you  don’t  hear  much  about  the  second.  In  fact,  few  Fortune 
SOO  retailers  and  manufacturers  that  are  steeped  in  the  thrill  of  the 
Internet  are  willing  to  talk  about  measuring  the  real  value  of  their 
e-business ventures.  “Y  kathllen  melymuka 


adic 


THE  BALANCED  E-SCORECARD 

Measuring  everything  from  customer  loyalty  to  infrastructure  Anba  Buyer  software,  which  it  plans » 


As  CIOs  bite  off  more  revenue  responsibilities,  CEOs  are  less 
interested  in  their  technical  chops  BY  STEVE  ULFELDER 


TOP  DOGS 


OF  HIGH  TECH? 


Ask  Kirk  Kaplan  what  scares  him  to  death  about  being  a  newly  minted  technology 
chief,  and  he  says,  without  hesitation,  “Two  letters:  NT” 

That  particular  phobia  is  hardly  unique,  but  Kaplan  s  fear  packs  a  little  extra  punch:  Hav¬ 
ing  spent  17  years  as  a  copywriter  and  then  creative  director  atTurkel  Schwartz  &  Partners, 
Kaplan  —  spurred  by  a  fascination  with  the  Internet’s  possibilities  —  recently  hauled  off  and 
volunteered  to  become  the  Miami  advertising  agency’s  head  IT  honcho.  (Kaplan’s  title  is  chief 
knowledge  officer,  and  he  jokingly  says  he’s  mulling  a  title  change  to  chief  alchemist.  But  make 
no  mistake:  He  functions  as  a  CIO.) 


ILLUSTRATIONS  BY  NICK  DEWAR 


Careers 


CAREERS 


■iu 


NON-ITCIOS, 


experts  worry,  are  more 


likely  to  be  bamboozled  by  vendors’  and  systems  integrators’  sales  pitches. 


in  team  meetings  —  which  is  exactly  why  Millan  is  a  chief 
technology  officer. 

in  a  360-degree  manner  is  an  example  of  what  CEOs  seek  from 
today’s  CIOs.  With  his  marketing  background,  Millan  says,  he’s 
"really  in  business  to  serve  other  people. That’s  fundamental  for 
me.  I’m  alww  thinking,  if  I’m  a  customer,  what  do  I  want?" 

Musser  has  a  well-informed  per^)ectiTC  <mi  the  challei^  for 
New  Age  CIOs;  she  boasts  extensive  eiqierienoe  in  both  IT  and 

process  information  officer  supply  chain.  “CIOs  have  always 

needed  a  good  sense  of  business,"  she  says.  “After  1 0  years  [work¬ 
ing  at  Texas  Instruments  Inc.),  I  went  back  and  got  an  MBA 

develop  tunnel  vision:  “You're  doing  what  you’re  told.You  can 
get  enamored  wiffi  the  technology." 

Like  Musser,  Don  McNamee  mi^t  be  considered  a 
crossover  QO.  As  top  technology  executive  at  Lexmark  Inter¬ 
national  Inc.,  a  Lexington,  Ky. -based  printer  manufacturer, 
McNamee  has  a  strai^tforward  IT  background  but  has  thrived 
as  a  business-focused  CIO.  Why?  “1  found  out  the  hard  way," 
McNamee  s^.  “I  vi-atched  my  bosses  throu^KMit  nty  career.The 
ones  who  succeeded  were  seen  [by  other  executives]  as  busi¬ 
nesspeople.  The  ones  who  failed  were  considered  the  tedues 
behind  the  black  box.” 

These  observations  uu^t  McNamee  what  be  calls  a  “sim¬ 
ple  formula:  You  find  out  what  ai 
metrics  that  ffie  business  ^-alues,  then  focus  your  IT  priorities  on 
that.  Estabbdi  a  dialogue  with  the  nrajor  business  players  in  the 
company,  get  them  to  see  IT  as  a  partner.”  And  when  talkii^  with 
fellow  executives,  be  says,  “my  conversation  is  rarely  sprinkled 
with  techie  stuff.  1  oever  talk  MIPS  and  clock  times  —  you  talk 
about  how  to  add  value  to  ffie  business.” 


)  scale, "Turkel 

Schwartz’s  Kaplan  s^.  I’ll  be  oui 

Experts’  biggest  wcnry  about  noo-IT  CIOs  is  that  they're 
more  likely  to  be  bambocwled  by  vendors’  and  systems  inlegra- 

do  that,*  even  though  a  vendor  just  descrff>ed  the  [alleg^y]  per- 


McNamee  agrees,  spring  vei 

the  great  solution  in  the  sl^,  which  will  scdve  everytiiu^  inchid- 
ingtoothaches. Ifyoudon’thaveyour[ser  ■ 
and  metrics  in  place,  you  will  get  burned.*  But  the  sar 

face  even  the  techiest  CIOs,  he . 

mented  IT  world  in  wfaicfa  H’s  i 

CIOs  who  lack  a  u 
to  have  lieutenanu  they  can  lean  on.  1  have  about  three  people 
I  WoridAG.net's  Millan.  “I  rely  on 
am.  They  just  plain  know  a  lot  won 
than  I  do."  Kaplan,  tew,  says  he  relies  on  specialists  for  advice  and 
is"iiyii^IikeheUtol»ear^-handiiun"withatbon»^UDder- 
standii^  of  a  broad  range  of  tedmologies. 

Ri^  now,  corporations  appear  to  be  willii^  to  meriook  a 
lack  of  technology  know-how  as  they  seek  to  weave  IT  closer  to 
the  fabric  of  the  busmess.  IT  professionals  with  an  eye  on  die 
CIO’s  office  mi^  think  hard  about  going  after  an  MBA  or  some 


THE  BIG  DRAWBACK 


CAREERS 


BEST  PRACTICES 


More  than  half  of  all  sales  force  automation  initiatives  bomb. 
The  fault  lies  not  with  the  tools  but  with 
management's  inability  to  tailor  them  for  this  unique  set  of  users 


BEST  PRACTICES 


Companies  blame  sales  force 

automation  tools  for  sales  performance 
inadequacy,  when  they  should  be 
looking  elsewhere  for  the  problem. 


salesperformanceinaciet|iiacy,whenthe)shouldbelooldi^else-  hardware  and  software  to  new  { 
whercfortbeproWem.Thetools.asgoodasiheycurrentlyare,  formanoe,  sales  force  fhutratio 


than  efficiency  for  a  sales  force. 
•  Cut  comers  by  applying  old 
oUems.  which  leads  to  poor  per- 
and  rejection  of  new  systems. 


stick  With  It  or  Get  Stuck  With  It 

At  the  first  sign  of  trouble,  many  companies  bag  their  sales  systems 


E-BUSINESS 


Dot-coms  dropped  the  ball,  but  the  lessons  they  taught 
are  keeping  e-business  on  a  roll.  In  fact, 
a  fresh  focus  on  technology’s  ability  to  drive  new  revenue 


is  putting  bounce  in  the  industry 


In  fact,  we 


main  steadfastly  on  the  path  of  the  greatest  business  trans-  '  - 

formation  since  the  Industrial  Revolution,  and,  ultimately,  we’ll  thank 
the  failed  dot-coms  for  serving  as  the  catalyst. 

But  first,  let’s  agree  on  some  terms. 

A  dot-com  is  a  venture  ca{Mtal-backed  start-up  that  uses  Internet  tech¬ 
nology  to  dethrone  traditional  pliers  in  an  industry.  Think  of  consumer 
e-commerce  titan  Amazon.com  Inc.’s  challenge  to  venerable  booksellers 
like  New  York-based  Barnes  and  NoUe  Inc.  And  let’s  not  forget  business-to- 
business  dot-coms,  like  San  Jose-based  Neoforma.com  Inc.This  i^>start  received 
in  $80  million  in  financing  to  create  an  Internet  marketplace  to  take  on 
the  $140  billion  hospital  supply  industry. 

E-business,  in  contrast,  goes  well  beyond  app^ing  Internet  technology  to  existix^  retail,  dis¬ 
tribution  or  other  business  models.  Instead,  it  requires  broad-scale  asset  redeployment  and 
process  changes,  which  ultimately  serve  as 

the  basis  for  a  company’s  competitive  advan-  BY  LINDA  A.  ROSSETTI 
tage  in  the  Digital  Economy. 

San  Jose-based  Cisco  Systems  Inc.’s  use  of  theWeb  to  manage  its  supply  chain  is  a  prime  exam¬ 
ple.  The  company  reported  that  its  e-business  model  more  than  halved  cycle  times,  plus  saved 
another  $170  million  in  material  and  labor  costs. 

Similarly,  Charles  Schwab  &  Co.  in  San  Francisco  has  slashed  transaction  costs  by  as  much 
as  80%  by  shifting  brokerage  transactions  from  traditional  channels  like  retail  and  phone  cen¬ 
ters  to  the  Internet. 

Most  pure  dot-coms,  in  contrast,  haven’t  fared  nearly  as  well.  Last  year  alone,  140  dot-coms 
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Lesson  No.  v. 

It’s  all  about  business.  Always  has 
been,  always  will  be. 


to  focus  pOTtune  1 ,000  executives  on  the  business  fundamentals 

To  Ulmtrate,  consider  this  hypothetical  case;  A  Web  retaU  LeSSOP  NO.  2’. 
start-up, Shirt.com, seekstogenerateS300,000insalesinitsfirst  7  , 


ompanyreaUaedaveragetran!uctionvalueofJ30,it  It’S  alsO  abOUt  TelatiOnShipS,  KlOt 


Lesson  No.  4: 

Today’s  customer  data  is  tomor 
row’s  competitive  corporate  asset. 


’  Visit  http://promo.apc.com  Key  Code  y795z  •  Call  888-289-APCC  x18B7  •  Fax  401-788-2797 
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A  Note  From 
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The  High  Cost  of  Privacy 


Also  coming  in  the  next  issue . . 


Out  of  the  Think  Tank 


More  stories  online: 

■  How  ROI  grows  with  your  company. 

■  American  Express’  chief  privacy  officer 
defends  customers’  rights. 


Coming  in  the  next  issue: 
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